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warehouse receipts. However, members of cooperative marketing associations do not fully realize that in attempting to have their products efficiently marketed by their own middlemen, financing is just as essential as it is for private middlemen. Where adequate resources cannot be provided by members of these associations, farmers may finance their operations in large measure by waiting for the money to be sent them by purchasers rather than to insist on payment at or previous to the date of shipment. This is the accepted practice of the California Fruit Growers' Exchange,1 and recently was adopted as a means of partial temporary financing by the Wisconsin Cheese Producers' Federation.
It takes time for products to move from farms to succes-a sive middlemen and from them to consumers. The lapse in time between the shipment of cheese to wholesale grocer* and the receipt of money in payment therefor by the Wisconsin Cheese Producers' Federation averages a period of one month. By waiting for money to be received from wholesale grocers the members of this cooperative cheese distributing organization could finance the marketing of cheese for this period. Because they have been unwilling to wait for the money to come from the sale of their product, outsicL resources have been relied upon by the Federation for funds with which to make advances to its members upon their unsold cheese. These advance payments^ averaging $95,000 per month and ranging from $2500 to $256,000 monthly, have constituted the major part of the circulating capital required by this marketing enterprise. By waiting for the return of money for their products when sold, farmers are able in large measure to relieve their own marketing undertakings of the severe problems connected with financing. In fact, postponement of payment making unnecessary any advances enables farmers to fully finance certain phases of marketing.
1 Cooperation in Agriculture, Powell, pp. 243-244.